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Dr Pepper company 


Highlights ot the Year 

1967 

1966 

1965 

Gross Profit 

$ 19 , 352,612 

16,576,144 

14,785,746 

Profits Before Income Taxes 

6 , 885,215 

5,430,602 

4,571,148 

Provision for Income Taxes 

3 , 406,983 

2,552,086 

2,165,430 

Profits After Income Taxes 

3 , 478,232 

2,878,516 

2,405,718 

Depreciation Charged to Operations 

780,599 

723,469 

686,631 

Number of Shares Outstanding 

1 , 508,430 

1,479,330 

1,474,730 

Per Share 

Profits Before Income Taxes 

$ 4.57 

3.67 

3.10 

Provision for Income Taxes 

2.26 

1.72 

1.47 

Profits After Income Taxes 

2.31 

1.95 

1.63 

Depreciation Charged to Operations 

$ .52 

.49 

.47 

NOTE: Years 1966 and 1965 restated to give retroactive effect to the change during 1967 in method 

of accounting for 

returnable containers. 

Annual Meeting 

The annual meeting of stockholders will be held on March 26, 1968. A formal notice of this meeting, together with proxy 
and proxy statements, was mailed with this report on or about February 21, 1968, at which time proxies were solicited 
by the management. The information herein contained is published solely for the benefit of the company’s stockholders. 

No statement in this report is made for the purpose of inducing the purchase of securities issued by the company. 


Annual Report 

for 1967 
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Message 



H. S. BILLINGSLEY 









Dr Pepper Company, in 1967, maintained its steady 
rate of progress. 

National gallonage sales reached a new peak with a 
record gain of nearly 14 per cent over the previous 
year, the sixth consecutive annual sales increase for 
the company. December volume, up nearly 22 per cent, 
was the 80th consecutive monthly gain over the same 
month in the previous year. 

Earnings per share of common stock were $2.31, an 
increase of 18 per cent over 1966. 

Net income amounting to $3,478,232, was 21 per 
cent higher than a year ago, following a steady growth 
pattern that denotes Dr Pepper success in the past 
eleven years. 

Dividend payments were increased in the third quar¬ 
ter from 250 to 27140, bringing per share dividends for 
the year to $1.05. The December 1st payment was your 
company’s 152nd consecutive quarterly dividend paid 
to shareowners. 

In view of these facts, it can be noted that 1967 was 
another growth year for Dr Pepper. We maintain close 
supervision of company operations and set quarterly 
budgets and objectives in all departments to effect 
better controls. 

In 1967 maximum effort was made in assisting the 
470 franchised bottling firms who produced and sold 
Dr Pepper in that many distribution areas throughout 
the United States and Canada. And again our objective 
was to coordinate local and national advertising and 
marketing programs for maximum results. Important 
gains continue to come from Dr Pepper’s vertical sales 
growth in many older established bottler franchise 
areas. 

As in the two previous years, a number of bottling 
plant mergers and consolidations took place. Dr Pepper 
bottler operations today are larger, better financed, 
better managed and capable of greater volume in pro¬ 
duction and sales. 

Construction of new plants and expansion of existing 
facilities sparked Dr Pepper progress in a number of 
areas during the year. 

Your company advanced its marketing programs on 
several fronts. Distribution was upgraded and ex¬ 
panded to include a wider variety of one-way conven¬ 


ience packaging; new improved package designs were 
introduced; an aggressive vending program brought 
greater Dr Pepper availability; and increased volume 
from both large and small accounts boosted fountain 
sales. Can sales were up sharply and Diet Dr Pepper 
continued to gain a bigger share of the national market. 

Dr Pepper advertising, marketing and franchising 
programs in 1967 were the biggest on record. Activities 
in all areas were stepped up as they will be again in 
1968. 

Much credit for Dr Pepper’s continued progress in 
the past year goes to franchised bottlers for aggressive 
work done by them and members of their individual 
organizations. Many results can be attributed to excel¬ 
lent management, enthusiastic leadership and im¬ 
proved performance of individuals throughout the 
bottler group. A high degree of optimism with respect 
to the future prevails. 

Following a long-standing policy, your company con¬ 
tinues to place emphasis on the development of its 
people, which entails a variety of programs including 
sales trainer workshops, technical schools for produc¬ 
tion personnel and management seminars. Results 
from these programs in the past are reflected through 
better management and leadership in all areas. In 1968 
the emphasis will again be on improving the perform¬ 
ance of people. 

Your company management is grateful to its stock¬ 
holders for their keen interest and loyal support. This, 
too, is a contributing factor in your company’s success. 

From these comments and other information pre¬ 
sented in this report, it becomes evident that Dr Pepper 
moved forward in 1967, and that prospects are favor¬ 
able that progress will continue in the year ahead. 
Your company management believes that it will and 
pledges its best effort in maintaining the momentum 
which has marked Dr Pepper’s progress in the past. 





H. S. Billingsley, President 








Dr Pepper Company 
and Subsidiaries 

Consolidated 
Balance Sheet 

December 31, 1967 
with comparative figures for 1966 
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Assets 



Current assets: 

1967 

1966 

Cash (including time deposits and short-term 



government securities, $5,407,271) 

$ 6 , 005,717 

4,265,740 

Receivables: 



Accounts receivable — trade 

2 , 205,937 

1,922,002 

Sundry notes and accounts receivable — partially secured 

503,992 

463,790 

Total receivables 

2 , 709,929 

2,385,792 

Inventories, at lower of cost (first-in, first-out) or market 

2 , 004,063 

1,571,087 

Prepaid expenses 

593,390 

690,590 

Total current assets 

11 , 313,099 

8,913,209 

Investments and notes receivable 

251,017 

243,079 

Property, plant and equipment — at cost (note 1) 

10 , 016,539 

9,684,733 

Less accumulated depreciation 

4 , 450,359 

4,308,678 

Net property, plant and equipment 

5 , 566,180 

5,376,055 

Formulae, trademarks and goodwill, at cost or nominal value 

272,910 

272,910 

• 

$ 17 , 403,206 

14,805,253 

See accompanying notes to consolidated financial statements. 






























Liabilities and Stockholders’ Equity 



Current liabilities: 

1967 

1966 

Notes payable 

$ 34,166 

206,208 

Accounts payable and accrued expenses 

1 , 985,342 

1,608,698 

Federal and state income taxes 

1 , 149,583 

1,140,009 

Total current liabilities 

3 , 169,091 

2,954,915 

Stockholders’ equity (notes 1 and 3): 



Common stock without par value. Authorized 1,600,000 shares; 



issued 1,508,430 shares (1,479,330 shares in 1966) 

2 , 722,197 

2,248,097 

Retained earnings 

11 , 511,918 

9,602,241 

Total stockholders’ equity 

14 , 234,115 

11,850,338 


$ 17 , 403,206 

14,805,253 
























Dr Pepper Company 
and Subsidiaries 

Statement 
ol consolidated 
Earnings and 
Retained 
Earnings 

Year ended December 31, 1967 
with comparative figures for 1966 
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1967 

1966 

Net sales. 

$ 33 , 812,195 

28,660,482 

Cost of sales. 

14 , 459,583 

12,084,338 

Gross profit 

19 , 352,612 

16,576,144 

Administrative, marketing and general expenses 

12 , 772,028 

11,373,408 

Operating profit 

6 , 580,584 

5,202,736 

Miscellaneous income — net 

304,631 

227,866 

Earnings before income taxes 

6 , 885,215 

5,430,602 

Federal and state income taxes 

3 , 406,983 

2,552,086 

Net earnings 

3 , 478,232 

2,878,516 

Retained earnings, beginning of year (note 1) 

9 , 602,241 

8,090,581 


13 , 080,473 

10,969,097 

Dividends paid — $1.05 per share ($.925 per share in 1966) 

1 , 568,555 

1,366,856 

Retained earnings, end of year 

$ 11 , 511,918 

9,602,241 

Net earnings per share 

$ 2.31 

1.95 

See accompanying notes to consolidated financial statements. 




































1967 

1966 

Funds provided: 



Net earnings 

$ 3 , 478,232 

2,878,516 

Add charge for depreciation which did not require funds (note 1) 

780,599 

723,469 

Funds derived from operations 

4 , 258,831 

3,601,985 

Sale of 29,100 shares of common stock (4,600 shares in 1966) (note 3) . 

474,100 

68,713 

Reduction of notes receivable 

— 

84,948 


$ 4 , 732,931 

3,755,646 

Funds applied: 



Dividends on common stock 

1 , 568,555 

1,366,856 

Net additions to plant and equipment (note 1) 

970,724 

688,324 

Increase in notes receivable 

7,938 

— 

Reduction of long-term debt 

— 

189,739 

Increase in working capital 

2 , 185,714 

1,510,727 


$ 4 , 732,931 

3,755,646 

See accompanying notes to consolidated financial statements. 




Dr Pepper Company 
and Subsidiaries 

Consolidated 
statement ol 
source and 
Application 
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Dr Pepper Company 
and Subsidiaries 

Notes to 
consolidated 
Financial 
Statements 

December 31,1967 


(1) Change in accounting method 

During the current year the Company changed from the fixed 
asset to the inventory method of accounting for returnable 
containers. The inventory method is an alternative generally 
accepted method of accounting for returnable containers 
which is now more commonly used in the industry than the 
fixed asset method. The accounts have been restated to give 
retroactive effect to this change in accounting principles, re¬ 
sulting in reducing net property, plant and equipment as of 
December 31, 1966 by $975,951, reducing retained earnings 
as of January 1, 1966 by $989,888 and increasing previously 
reported earnings for the year ended December 31, 1966 by 
$13,937 ($.01 per share). The effect of the change on earnings 
for the year ended December 31, 1967 was insignificant. 

(2) Pension plan 

The Company and its subsidiaries have in effect an insured 
noncontributory pension plan for the benefit of all employees 
thirty years old or older and with a minimum of five years’ 
service with the Company. The companies expect to continue 
the plan indefinitely but have the right to discontinue it at any 
time. The cost of the plan amounted to $164,300 in 1967 and 
$164,700 in 1966, which costs include amounts sufficient to 


amortize past service costs over the remaining active employ¬ 
ment periods of the covered employees. The unfunded past 
service costs applicable to employees presently covered by 
the plan amounted to approximately $434,000 at December 
31, 1967. 

(3) Stock option plans 

The Company has employees’ stock option plans covering 
34,900 shares of its common stock at December 31, 1967. At 
the beginning of the year options had been granted to pur¬ 
chase 44,400 shares at $14.94 per share, 10,000 shares at 
$30.25 per share, and 10,000 shares at $37.25 per share. Dur¬ 
ing the year options were exercised for 26,800 shares at 
$14.94 per share, 1,700 shares at $30.25 per share, and 600 
shares at $37.25 per share. Options were cancelled for 200 
shares at $14.94 per share and 200 shares at $30.25 per 
share, leaving 17,400 shares at $14.94 per share, 8,100 shares 
at $30.25 per share, and 9,400 shares at $37.25 per share 
under option at December 31, 1967. Unoptioned shares at the 
beginning of the year were 14,300, and no further options may 
be granted under the plan. The shares as to which options 
were exercisable at the beginning and end of the year were 
33,400 and 25,100, respectively. 
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Accountants' 

Report 


The Board of Directors 
Dr Pepper Company: 

We have examined the consolidated balance sheet of Dr Pepper Company and subsidiaries as of December 
31, 1967 and the related statement of earnings and retained earnings and the consolidated statement of source and 
application of funds for the year then ended. Our examination was made in accordance with generally accepted 
auditing standards, and accordingly included such tests of the accounting records and such other auditing pro¬ 
cedures as we considered necessary in the circumstances. 

In our opinion, such financial statements present fairly the financial positon of Dr Pepper Company and sub¬ 
sidiaries at December 31, 1967 and the results of their operations for the year then ended, in conformity with 
generally accepted accounting principles applied on a basis consistent with that of the preceding year, after giving 
retroactive effect to the change (of which we approve) in method of accounting for returnable containers discussed 
in note 1 to the consolidated financial statements. Also, in our opinion, the accompanying consolidated statement 
of source and application of funds for the year ended December 31, 1967 presents fairly the information shown 
therein. 

, 7So . 


Dallas, Texas 
January 31, 1968 









Organization 


Officers 

H. S. Billingsley, President 

W. W. Clements, Executive Vice President 

Harris M. Browder, Vice President 

E. M. Dosser, Vice President 

Charles P. Grier, Vice President 

T. C. Hunter, Vice President 

W. F. Massmann, Vice President 

John C. Simmons, Vice President 

Robert L. Stone, Vice President 

Hugh Thompson, Vice President 

W. E. Tully, Vice President, Secretary and Treasurer 

Hilton Folkes, Assistant Secretary 

George Dawkins, Controller 


Directors 

H. S. Billingsley, President, Dr Pepper Company, Dallas, Texas 

Harris M. Browder, Vice President, Dr Pepper Company, Dallas, Texas 

W. W. Clements, Executive Vice President, Dr Pepper Company, Dallas, Texas 

Robert B. Cullum, Chairman of the Board, Tom Thumb Stores, Inc., and Chairman of the Board, 

A. W. Cullum & Company, Dallas, Texas 

Raymond H. Cummins, President and Chief Executive Officer, Goldsmith’s Department Store, Memphis, Tenn., and 

Vice President, Federated Department Stores, Inc. 

J. W. Davis, Dr Pepper Bottling Company, Roanoke, Virginia 

E. E. Fogelson, Independent Oil Operator, Dallas, Texas 

Joe S. Rice, Dr Pepper Bottling Company, Winston-Salem, N. Carolina 

John M. Stemmons, President, Industrial Properties Corporation, Dallas, Texas 

John P. Thompson, President, The Southland Corporation, Dallas, Texas 

Jack C. Vaughn, Investments, Dallas, Texas 

W. D. White, Senior Partner, White, McElroy & White, Attorneys at Law, Dallas, Texas 








Dr Pepper Company 
and Subsidiaries 

Ten Year 
Financial Review 

Years 1957 through 1963 
adjusted for 
two-tor-one stock split 
March 25, 1964 


Financial Results 


Year 

Net Sales 

Net Income 

Earnings 

Per Share 

Dividends 

Dividends 
Per Share 

Shares 

Outstanding 

1967 

$33,812,195 

3,478,232 

2.31 

1,568,555 

1.05 

1,508,430 

1966 

28,660,482 

2,878,516 

1.95 

1,366,856 

.92V2 

1,479,330 

1965 

27,478,828 

2,405,718 

1.63 

1,139,876 

.771/2 

1,474,730 

1964 

24,565,059 

1,753,117 

1.20 

872,321 

.60 

1,459,230 

1963 

21,783,299 

1,303,569 

.90 

631,200 

.43y 4 

1,442,730 

1962 

17,496,226 

853,151 

.59 

481,743 

.33% 

1,435,276 

1961 

14,820,390 

628,130 

.44 

413,492 

.30 

1,413,164 

1960 

13,308,488 

571,749 

.42 

404,175 

.30 

1,347,600 

1959 

12,443,610 

432,416 

.32 

403,320 

.30 

1,346,400 

1958 

11,459,916 

380,389 

.28 

402,000 

.30 

1,340,000 


NOTE: Years 1958 through 1966 restated to give retroactive effect to the change during 1967 in method of accounting for returnable containers. 






















Financial Position 


Year 

Current 

Assets 

Current 

Liabilities 

Working 

Capital 

Fixed Assets 
Net 

Other 

Assets 

Long Term 
Indebtedness 

Stkhldrs 

Equity 

Book Value 

Per Share 

1967 

$11,313,099 

3,169,091 

8,144,008 

5,566,180 

523,927 

— 

14,234,115 

9.44 

1966 

8,913,209 

2,954,915 

5,958,294 

5,376,055 

515,989 

— 

11,850,338 

8.01 

1965 

7,552,449 

3,104,882 

4,447,567 

5,411,200 

600,937 

189,739 

10,269,965 

6.96 

1964 

6,205,405 

2,759,351 

3,446,054 

5,194,278 

505,568 

373,308 

8,772,592 

6.01 

1963 

5,481,363 

2,699,541 

2,781,822 

4,751,717 

662,933 

550,944 

7,645,528 

5.30 

1962 

5,380,117 

2,184,204 

3,195,913 

3,671,804 

790,123 

722,881 

6,934,959 

4.83 

1961 

4,336,841 

1,682,005 

2,654,836 

3,734,955 

852,423 

791,963 

6,450,251 

4.56 

1960 

3,717,749 

1,698,191 

2,019,558 

3,840,858 

925,717 

929,786 

5,856,347 

4.35 

1959 

3,361,890 

1,396,050 

1,965,840 

3,833,643 

944,563 

1,062,552 

5,681,494 

4.22 

1958 

3,309,312 

1,152,032 

2,157,280 

3,802,081 

755,841 

1,101,627 

5,613,575 

4.19 
























Distribution 
ol Revenue 


Raw Materials and Packaging 
Promotion, Advertising and Expansion 

Payrolls 
Taxes on Income 
Depreciation and Maintenance 
Other Operating Expenses 
Dividends 
Retained in Business 


Net Sales 

Net dollar sales for Dr Pepper Company in 1967 were 
18 per cent higher than in the previous year. It was the 
highest volume on record and the tenth consecutive 
year in which Dr Pepper annual sales reached a new 
all-time high. 




Earnings Per Share 

Earnings per share on Dr Pepper Company’s common 
stock last year were up 18 per cent over 1966. Divi¬ 
dends to stockholders were increased in the third quar¬ 
ter from 250 to 27V2 0 per share. The fourth quarter 
dividend, payable December 1, was your company’s 
152nd consecutive quarterly dividend paid to share- 
owners. Dividend payments for the year amounted to 
$1.05 per share, compared to 921/2 0 per share in 1966. 
Total authorized capital stock in the company at the 
end of 1967 was 1,513,430 shares of no nominal or par 
value. 
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Dr Pepper advertising, marketing and promotional 
activity during 1967 is highlighted in the following... 
and gives some insight into the year ahead. 

The total year’s program covered a wide range of 
action that began with training for people in numerous 
job functions including production, sales and manage¬ 
ment. 

Sales trainer workshops, technical schools for pro¬ 
duction workers and management seminars were 
conducted to help qualify personnel for better job per¬ 
formance. 

Dr Pepper Company’s advertising and marketing pro¬ 
grams were designed to provide what is known in the 
industry as “umbrella coverage.” The purpose is to 
create brand name acceptance for Dr Pepper at the 
national level. Leading national magazines were used 
to support all promotions and supplemental network 
television ran during peak summer months giving valu¬ 
able assistant to bottlers as a part of the umbrella 
coverage. 

Dr Pepper’s emphasis at the national level came from 
participation in major events including the Annual 
Tournament of Roses Parade in Pasadena, Calif., the 
Cotton Bowl Parade in Dallas, Tex., and sponsorship 
of the Miss Teenage America Pageant. Each of the 
parades gave Dr Pepper prominent exposure to nation¬ 
wide audiences via network television as did the Miss 
Teenage America Pageant. All were in full color. View¬ 
ing audiences for the three events numbered in the 
millions according to national ratings. 



Marketing 
Dr pepper 
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The umbrella coverage also included a national con¬ 
sumer contest titled “Threads, Treads and Treasure,” 
which had the support of such magazines as Look, 
Seventeen, True and Ingenue. 

Another major promotion which brought results 
featured a football premium and tie-in with Don Mere¬ 
dith, star quarterback with the Dallas Cowboys profes¬ 
sional football team. 

Other leading personalities who performed key roles 
in Dr Pepper’s 1967 marketing were Donna Loren, pop¬ 
ular young singer, and Dick Clark, widely known 
“Youth Spokesman” and emcee on nationally-televised 
American Bandstand. 

A big factor in Dr Pepper’s program last year was 
the closely coordinated effort of Dr Pepper Company 
and its franchised bottlers. Point-of-sale advertising, 
radio and television and newspapers were used in 
co-op advertising to give impact to the combined effort. 
This coordinated activity of Dr Pepper Company and its 
bottlers brought good results. 

Bottler marketing centered around product sampling, 
dealer promotions, consumer incentive programs, spe¬ 
cial merchandising and extensive use of point-of-sale 
materials. New and improved signs were available for 
bottler use. A modular sign program, allowing flexible 
use of full color transparency art, won the merit award 
from Sign and Display Industry magazine, a journal for 
merchandising executives. In addition, Dr Pepper’s 
illuminated, jumbo motivator sign won the annual 
award in the Point-of-Purchase Advertising Institute’s 
merchandising awards contest. A new tri-view sign was 
developed with unusual features including motion and 
three-way messages in full color. At the outset this 
new unit will be used in point-of-sale advertising and on 
Dr Pepper vending equipment but can be expanded 
into other areas. 

Seasonal promotions included one in the peak sum¬ 
mer featuring Dr Pepper and ice cream called “Have 
A Ball.” The fall and winter promotion was again on 
Hot Dr Pepper. It marked the ninth successful year for 
Hot Dr Pepper and boosted sales dumg the unsea- 
sonal soft drink months and is particularly effective in 
severe winter areas. 

Packaging kept pace with other leading brands with 
some interesting new ideas. Can and carton designs 
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were improved to give better trademark identification 
and greater consumer appeal. 

Special package advertising was created and used 
by bottlers locally to support their marketing programs. 
Market research was done in a number of franchised 
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areas to supply important data that would aid bottlers 
in the development of marketing plans. The department 
conducted other marketing studies for Dr Pepper Com¬ 
pany in planning its national program. 

Dr Pepper’s consumer service department saw 
greatly increased activity during the year. Bottlers took 
advantage of this service in introducing Dr Pepper as 
a cooking ingredient to thousands of students, food 
specialists and women’s groups. Wide news coverage 
featuring Dr Pepper recipes helped expand product 
usage in new areas. 

The company’s vending program offered bottlers 
strong incentives to increase Dr Pepper sales and dis¬ 
tribution. Many improvements were made in equipment, 
both in appearance and performance. 

1968 will see all areas of marketing expanded. Pro¬ 
motions are already scheduled, advertising will be in¬ 
creased in the continuing effort to enlarge Dr Pepper’s 
scope of activity with special emphasis being given to 
certain influential marketing areas. All of the programs 
are planned objectively — the purpose being to keep 
Dr Pepper moving ahead with increasing momentum. 

















special Events 
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Dr Pepper’s national image gains prominence each 
year as a result of its participation in major events. 
Again in 1967, Dr Pepper Company sponsored floats in 
the Annual Tournament of Roses Parade in Pasadena, 
Calif., and the Cotton Bowl Parade in Dallas, Tex. 
Each was nationally televised in full color over major 
networks. 

Dr Pepper’s entry in Pasadena was titled “Perils of 
Pauline.” In the Cotton Bowl Parade the float was titled 
“A Dream Come True,” which won the Grand Prize 
Award. For the past eight years the company has been 
a participant in each of these spectacles, capturing six 
float awards in each. 

Another major event which Dr Pepper is identified 
with annually is the Miss Teenage America Pageant, 
also televised nationally in full color. Events leading up 
to the selection of candidates in the pageant have pro¬ 
vided Dr Pepper bottlers excellent promotional oppor¬ 
tunities at the local level. 

Combined viewing audiences including network TV 
for all three major events is estimated in the millions. 





















































New Plant 
construction 

another sign of progress 
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Parallel with Dr Pepper’s continuing progress is the 
continuing growth of its franchised bottlers each year. 
The illustration shown is a composite of the outstand¬ 
ing features in a number of these new plant structures. 
Five locations where new plants were completed and 
formally opened to service in 1967 were Austin, Tex.; 
Pecos, Tex.; Crockett, Tex.; Fort Dodge, Iowa, and 
Missoula, Mont. 

Construction on a number of other new plants was 
begun last year and these are scheduled to be in op¬ 
eration early in 1968. They include Bend, Ore.; Cedar 
Rapids, Iowa; Dickson, Tenn.; Grants Pass, Ore.; Green 
Bay, Wis.; Jackson, Miss.; Laramie, Wyo.; McAllen, 
Tex.; Omaha, Neb.; Opp, Ala.; Topeka, Kan.; Win¬ 
chester, Va.; and Johnson City, Tenn. 

With the completion of these modern new facilities 
comes an upsurge in sales for the bottler in the 
majority of instances. They serve to focus public atten¬ 
tion on the company and produce a stimulating effect 
on the local company image. 
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Dr Pepper Company directed much of its effort to¬ 
ward expanding its sales and distribution nationally. 
At the close of 1967 the product was available through¬ 
out most of the United States in one form or another 
and in some Canadian markets including Toronto. 
Distribution in a few states, however, is still limited. 

The company’s goal in the past year was two-fold. 
One was to close up more of the gaps in national dis¬ 
tribution; another was to build sales vertically in more 
heavily populated areas. 

Progress was made in both instances. Franchise 
activity reports issued periodically showed a number 
of new franchise bottlers established. Some of these 


were in key distribution centers such as Green Bay, 
Wis.; Aberdeen, Wash.; Newberry, Mich.; Boston, 
Mass.; Johnstown, Pa.; and Port Angeles, Wash. Nego¬ 
tiations were completed in November for a large fran¬ 
chise operation to start Dr Pepper distribution in the 
heavily populated Milwaukee area in January 1968. 

Significant gains were made in the vertical sales 
growth program with major markets making sizeable 
contributions to Dr Pepper’s ’67 sales gain. 

At year’s end there were 470 franchised Dr Pepper 
bottling plants in operation throughout the United 
States, serving about 80 per cent of the population. 



Mattel Growth 
continues 





























